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1. IR

AAlS] e M BdAE S 2Ate] AU BAE Bt 4 5ol W £ ofs Aljo] 21417
E AujstA 2 Rolgta d&sta gt ol Ade 25 Ui R AlgEe] RS dries
A 7|18 71tk ARl vt F gich

5 37 A ¢ RN Y TANGIL 9319 WA BT Alae] S8 dobEe] 44
Wl 2A sk givk. 2eu 2HY o) F AR v, AN 2 A 3EEF
Fo3tast old me 3dzte] FAAs Fo AY7d ol AW gch. olAF Aol
HWEdEe 22t dAHo] 49 wiAlY 49 A9AAE A3 EE AEerd ot Qe 2
.

34 7)9E0] IHHLE 719ETE 98] sk, Ause FAnA {A ARoz
A3 glon 47 7hsAel 2 A2E nE /e 2ol 24 Al7ld) ¢ ok 2
T &R shiql LeriAR 71 Sl welEde @8 aeln defep RS 44
FARNES B2 BEUE, BojEXE3l A AAeHE dicto g AAlstaa gt

I. wigE2] it Wit
1. DBIEle) R i

59 A B0l Aeidde 27 dANE Selves, 1960dds 2 oA
{(Mass Marketing)9] Aldit}. 1960AtE F3u TV Fiko] ®9S dx|7] Alzkgh Al7|gn},
71%40] AFL Al A vjtiel 2 Baf B E S| E AU SHG A7Ig} 7ge
opAE o) ol o ER] G YA Al2”lel ofE AT AES vlx vl S e FnE
3715t 5k Bejd A el 7192wl &5l d ofei ol f1F A7

19703+ B}l obAY (Target Marketing) 2.2 A8}, 708t A1a Av3E(0il
Crisis) 2.2 95 7430] 21.1%\ Q4= 3, oz Heko] AMA] A WA £20] =t A<k
& fFasin, AAdle A7 ke A& dAl 8 Aldg

80d e Y] wHA® (Niche Marketing}e] 783t 1970 ) FutRe 80w thel 2 <143
& Afarald] fEelgazA B8 5 e ¥y} Aoyt oo 1w AA7IA™Y ololrt &, &
o & EEFY, QA gA|rtE T2 ohllzhs P4 EAEA ¥ett d 71K 4 He



Forsd B ELE AT OHRE Nrsel e WR 3

7t BAYT AEsn 44 % B4 ME A o, SAAE AxUA(E e =9), €3k o
Y, G3A(DINKS- ofo] gl wlo] ¥4, #3(YUPPIE-=2|dl 4w FF Algldll AR &
Eo| 2 Al 5 o3 71 FElY go] T 2etdo] vyt

90l 71 v} E (Individual Marketing) 8 A3}, 713150] dtid]of S AL ofA
A g AR, & Al ol mle) e, A AHE BE G5, HolZ 28, FojdR AF
& BR8] 2 &7 HE ARUAH v & sk Alict?

Arfe} ANAEL 2Re] e B e E4E ov] AL ST W1F Fulsle] 231 glen o
= FofEtrlel 23 AFo] alv}. 2l Foidge F8] TEAeInt. siA Hard diste] “gn|
gtk "4 gty g gt & ARA §E @olH, ofA & nAlR B7e 24E7Y] g
ojnjgict 4) o[2| g FatslolM 2v|Ajo i lAE Y] FRIEE Ho] ¥x, Fojd T HEH A
FuAe|de] ardrt,

2. 28 0 E

A A Bl g s A AY AL o RrtEe 9 B wEolgka |3 vl
g JE(AMA)E H9E deln, 39 Mulae "eg, B, #4, A4 53 W old Tt
dla] g Au|A Ale] AR 2 Ba ot whebd 59 epAE e g2 Aul 2 iAo Ahdof
A H)EE,

A2 T AMAR a9 g o] 87E UEAA Frhs AelA A ¥ & 5
ot Mol Az e 734 24, o|FA E AT 27t FAld o] FolA x gt

Alsatians M. Morriomdms< ¥ eiA "ol 7]9e] B# 9, 3749 B9} 472 ©EA]7)7]
slsled Agatn =A} A3, ZA 2 Hrlshe B9gle #Helch gn” s, Tom F. Power
+ 179 HoZ 9o} U2 (need)9 & (wants)oll T FF MU AE Aatsin Algsle vl &
3 ER fol g nesld HAE A& AR, A addA FeEr]E L 5 Ues A
st Arolgta Aol gk, &9 v e gl F213 Fe)r) o}4] dutalslx] oha gl d, ©f
E 34 vAE e /hdol dvIS] niAE ) uiek flelA AlEe] ga 5El Y eE 2ol

3) wtef7) 913, DelokAY, A&, HekAt 1994, p. 28,

4) #%%, MElx F39 v AN Yool A AT AT S9d A=, 1991, p.46.
5) o]438], g2 olA”E, A&, 71 EAR 1990, p.15.

6) =i, gHopAIR, A&, MAE AL 1996, p.33.



4 Bt ed B3 EEE A RIEE Bt 28 HE

A g o} g7} dEolct,

F 29 vAEE A9 34 oA /- 7Y BEE ATTEA 874 278 F2A)E
B olaS AEhe A 299 A9 ALLS 2 APz EXstn 23 AYst
A o|o|A & FAAZl e =M AL7Ig s fAdEshe Aojeta & Ut whebd] 39 nFge
We-S 0s H9} o] gok 4 gitk”

4 vhE o WS
el Al (sales planning)
B3 A|ZZA} (tourist marketing Research)
Tl 73 2 A2k (sales channel strategy)
85 A4 (price policy)
3 @2} (Advertising control)

#BolZA (sales promotion)
g #2] (salesman Control)
olAEIH] & (Marketing cost)
H7)A] 44F (package product)

ool A A £ uis} Zo] 39 vl R L AR 5T AR ol 2o gpsle A
Au| 28 7geln Z3 A (Target market)dl 719 o]d] UX|E 7oz w7} =3 8 PEA]
7 F= 449 719 gFoldn & & Yot

F89 32 FAFste Az7|YY e S 89 AFL addA ATk T vAY L 1
E4de] bd27) o], FRY Mol st agla o] g vigto R AEslehs #yo] tiAes
t2A vehta gict,

3. LojME oA E

nFe] tholdE Y Yol ThIGE v ol® Adde] 4% hgeld Add Jae
wA7] Sl sht EE T ol4e] BLAAT g ARl FEAEeRA, ol A BF

7) &AM



W S ELE AT EREE Bl BEHR S

2 glo|8] wlojxo] HA WL el FAPCED o] & 571 84 TESI B4 B U 2ol
Avggtt,

RA, “oE Aol A A& A AFE dic B2 A AA ol AE vpA R g0l E ¢
glot, thadt e AR A2 Hgo 2N AL 7Fed ARseloor d &, 2 24
FRIZN 25 $YERE o Foiskerl? 289 PeiErle FRAYANT %A
289 TulE fAstn gl & slerk 28 fARE F4E A A 24 Jds ouA 3
471 94 Ao Wi E SN & AN T3 2 ARl Helojok ¥4,

4, "2 71 vk old tolE iR o] 2Ho] B4 7heddl SleS nldth tejdE
oA ez} sk RE A& 273 7haslelol k. & QukE FARRA Aol £olg AEeieA 9
oto] 7hsalek Ft. 21%7] g Rl ol AE olAR 2 FetHelet ddolAint

A, St E= 1 ol4be] FoufA" & viA] U A(media mix)9 T84S 2o AAFes o
oldE viAEEE A2 dAE Ateld] Avket 5 E A (synergism)7t 5E WA o
A EE =g slo] FAlol AMEh= Zlo] T A& AHgahe AR B Aol

Jis), 3z ol@ niAEY A m A 9] 101 AfrdACIR & Eehed, £3] A"
e Az AusAeld S &+ glo] A7t SvHEh

s, “dlo|g] wlo| 2ol FA €} e §2 Zzte) A Al Se A% 850 Fhedtes o
A 712 82 34 JRE F3skal vlofe] vlo| s} shu ¥Asle] B3] F-8d nAE R &
£38 Btk webA theldE apAgolatn sk off7) viE ofr)ef] dnt”

A g7A A2 ulg} o] to[dE niAR S I siAlE ZHTe 12 o2 1R] 4ol st
Z to|dE viAge G Wl AFAC TG ARE AT FUEF U= FEE
B A3} $9& &3 ol gt 38l ol E A AE Fall AF 7RI E SHA7IE FAFHo
F549 ol & $37)e §ol

e

4. dyopFHE”
1) Yool #
AFAA thol AE oA R o] Batef ieks| Amirgli. 2 HoldE uiA|Re] o2 FokelA

8) "Direct Marketing is an interactive system of marketing that uses one or more advertising media to
effect a measurable response and/or transact ion at any location, with this activity stored on
database.”

9) 374 A denAE A Y IMC wHAE Co., B4R T2 =3, 1994, p 4.

10} The Direct Marketing & Telemarketing, Insiders Report, 1995, 2438, p.4
11) 2 =24 e dyotARDS 28719 Telemarketimg 3} ol¢l TM & A2 Z&sld AMES7IE 519,
o] 59 fuje e Lo B



6 BT BE EHEE A0 RN Wkol 28 FR

% 53] gl & to|dE olFlRe] Bl & BEEE 143 SA0] sich dF ol vlZou}
Y& g2 Al 80 dd 9 Bof 2442 24 Helew JFulde ope)zt ATy A
FIEALIA Fhe oA & 0124 o 2] ol 322 £9H o) City Bankd] o F #3) 5o o]&
HAA 1 37 GRA7] A8t
a2 HA deloiAE Y HolE AR EE 8 davlAlRle] Fove gl wal o ARz
WE & gloy n)Z tleldE uiAl"l F3)(Direct Marketing Association) 9} A g 21,
219] AL A8 SvE BE LAniAE S =9 nA T A 2Edoor E of2] Folel i3
o= Fx FRE AA €rt. LHHAEL W wel o X2 2EE oy diA ek
= dgr}A g3 ol ule s dnlAgY ez FHE 5= 9o}
d#miAIR o7 ?
« oji AFoj) Au| el AH Sl FAVIE A Algho vt 23S digte =
- vlAE) EH AH-2 935l
= [z 4 A a9 S o] 831
s HEQ YT A A B 28 D ulg 3 Al 2AHS o]
» D5 FHP 2 g0 o] o] Rojz|=
« SAE, Aellol B3 AR AFHQ dSE 2js]
miA e oAl 28 AlY = Aid 2 AEHE ]88k Aot

Quig= dHnpAR L o oA 2 AF Wg S 2P0 Pk, & Qupes DeeA L A5
Eol DMo|y % & g vj#o] Aoz oA drt. 36 o]s} 2ol g v} 28 7
¥ o+ BE&Aolgke ol FREHAT. B AuEE devlAR 2 7 2A o2 n) M) Aol
g §4& %z Ytk

ohguh= F AR & ALz AU 2 2)=(sales leads) S F&otet] E44Ak ol B v
H o} dagle] SYA 80] 7Fgsht DM 22 HHE| A9HE vhgEo] IA Fd=A doth
web BE dee] 2eolu thAlz} 7hsstch, 28 obxube = AEviA RS ke dHntA
HRg 4gs et ¥n

T2 9714 A-uReE AMO Y F B 5=} ol U E TMY) 97 E8EE A9EA Auke
= obguRred Foll molE Fe HAA Ao ¢4 bl AE & de Ao] Fos Aol
~E upAg oA G5 AR Al Fo o) oy WA Al Yoy ¢4 Bead o
52 Yolx 2 YL And Heln,

12) Inbound Telemarketing: 2} HelA A2 = 43S Sold w21 BF-2 k= A,
13) Outbound Telemarketing:}#E1 7} £4 oAl AYH ARE Ho] Ao EH TE-L sk A,




Bt B3 EHLE AT RRRE Waso) B R 7

Q1) QHRE TM2] 88 58

A8} $54,

4349 Aok Ao A, IMC =HH Co, AR

(call ¥iT =& 27k=)
ul A" / HE=
AY, A3 g 4F
\
™ 94 5%
k! A E _; E} ol # A4
Gk (Heolo]EH)
Azl
ﬁ_?]u‘%l o] & - of
Y
1A /2 0
T/ T /M
|
™ +% 4%
Y
+ ¥
H A E HwA Al

- AAYPE HE - A8 E Y93

- g FE - AF 3H

- BYE 2 e C Al2El B

LR - AN B

- ¥ d2E 33 - F7LHAE 33

— | A ZF —T
pamm—d B 1= e S B

T aW=F, 1994, p.8.
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(7-2) OpRHI2E TMe| 3 SEF

(caII vlr 28 E7k)

utA e /A=
AY, <33 2

A]Zg/aﬂe A7 g} v 4824

AR ojo]E| 2 /
(=29E)

“r%‘ "é%q
E]] B A A A]zs(‘ﬂ
ﬁE @E-. - A3 4 ‘Q’@
- o ¥ - fE ag
- 2yH 9 sz PICET
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A7) $54, A2 deiAE deke] 4oF | IMC rFIR Co, BAI RS2 =3, 1994, p9.

Y At 2o me} dEuiA RS FEe7|= shel, i 27o] gyt 48]z (Consumer)ol
A SejapA ol s, Z1gAolw ulay 2 daulAg el g f’ﬁ-ﬁ“fﬂ AeniAE 2HE
a2t %, FE H4 Bo| Az}, u Mux A, A0)A g el Sl =iE T glen, Hlay
» gy 259, 244, 4% A8, &Y € A 53 2ol ZHAE B4 A
Aoz & uf oA Hr,

Az nF daelAge] A% FRE AuEA uler deupAR e vlEH, Aan DeviA
g3} njzuA defelp R #RE H4A 4 5 Ut



s BX MHEE A0 WIIEE Rkl B¢ R 9

(&-1) 0I5 Q0" Alge) e

A% | FHEd INBOUND(]$) OUTBOUND(Y $) TMA & A4
) 7 714 Kk 7} Ad
1983 563 165 23 22 353 26,250 175,000
1984 701 152 42 23 484 32,619 30,000
1985 913 157 66 26 664 82.100 960,000
1986] 1,186 184 97 30 875 | 14249 || 2100000
1987|1423 232 162 38 991 | 184778 || 2.600.000
19881 1,708 204 205 48 1,161 | 203102 || 3.050,000
1989| 1,963 34 258 49 1,352 | 231083 || 3500,000
1990| 2258 330 319 ﬁ 54 1555 | 274,367 || 4,000,000
1991] 2,607 398 83 | 10 1756 1 325990 || 4.400,000

A&} Bernard H. Booms J. Bitner Marketing Strategies & Organization Structures for Service
Firm, Marketing of Serviced.J. H. Donnelly, W. R. George, AMA, 1981, p.21.

2) HofA|E L] BEAW

At iR ATE S B E TMe) dbadabe] diste] Awur|2 e} 71g]e] 24 H)
Aol wjsnllef A BAlulAlo g E vl A Azl e R Al AlRalE s ek g wa
Hi S 2 S Aok 93 28 A" Great Marketing Turnaround) 2} oA "alHE, o)z
7RE7YY ol tigt o okE 10714 3l wiElE A Askn e

D olEk gle &ddM o EE v e EH o,

@ AT &9,

@ Z&2 oA Uiz,

@ olm|A] FaojA nFE Fanz

® gl nsle] habgze,

® FHlA Bdlolgde] FHog,

@ 551 2ol 71 o

i rpAE A tholHE il og

@ fUa ZROHN A1EHD R vpgog

g AdoA HE ALz

14} Beu, M. L., Marketing : Concept and Strategy, Beston, Hughten, 1994, p.114.



10 Bto ) B iSHLE A9 IRWRIRE moso] B8 /R

(#-2)YE) A 0" EF

AREg | 4E 4T | BAS (@AW £ | 539
d2e
tho]HE AUz o o
d=}Ae Ay 0z z | = Axn
the|dE ofjd A& o A
& v 3 ] | |
= o) A ! ]

FU-FEANY, F5TRE/Y, 227719
A}§2) The Direct Marketing & Telemarketing Insiders Report, May 1995, p.16

ol & 719l TR D30 W} AdE s AHste vHAE S weka Yk AR a7 (=)
£ AE ol &, oA S 71g9] 7R $AIRlel dvh.a At vt of - FE Vgele A
&3to] danpAR S AAstn, &7 71¢le doldE Ay 2 FEint Baje] shs4e] ol
s AgAA d7lgdele AY2AE SEAID SHE 71Pds deeAE, a7R 7L o
oldE Mg ALt 3 d7ide A2, $719 e dEopAE, A71HS do|dE qidz
ARERITH F& ol e 2 F danlA ez g}

o|4ta} gho] A e] 1R F2 FEFe] did wef viAE $EE WA shs viAE & AAEe
Aol &g ujgof vla] 7} ¥}, ket T80 tidel gAglel 25 WEAdse AL 99
B]-go] Folx|W AHargo] Aals7] WEeith t-a4d viAY, HElad vlAE = A7 AP
of 8}7] wEolc} AF7IA] vhARe SAWEE AHEE sk AAAHGA o dEetA"e] Z

& b= vl A A 7)at QEAl o thele 2 919l A Egith

o] daviAg de] AFE AL 19703 Flolgn & £ ik, Avlsle AL 1965
OPECH F-#84] Yrhe ARt 19708t #79H5-S F 2NN B toldE nd A&7t
E& 2 7k olur] 2ol AEAQA BE Y WstE FEa] ¥F 4 e, JHHeE §Y
ahd, 1980dd9) 771 d e QaniAE ] wald 87]3Q 714 & s Hrt

w3 gholls} gAg o kst Aujd o2y dyolA e Fio|4E dolie AX A
e dolot, ulZ9] Arthur Anderson & Codlld] ‘BAL FAE 717 dalerl el 2ALE 31
6 2 FAvhe vhaF 2



WAER B EMEE AT EREE Mool 29 77 11

(-3 Bhle} maist Dol Hsuist

AMul4 gk 1970 d 19801 1985 4 1990
HoE Al = 19 34 59 84
il e 591 48 29 19
HigHle 2 Ay 291 141 14 29|
A& Y Y 49 591 44 34
7t 39 29 34 449

A}&) A. C. Rosander, Application of Quality Control the Service Industries
(New york : Marcel Decker, Inc., 1995}, p.3-9.

. s4=| QoAHE BRSh
1 ER{BE By Wik

80t S AR 90 dthel o] 2A 2B AT A4 AolE /A 29 EARA AR bt
g9, 398 71de] QJBAMT 7|l o8 A4 FAE A7 Bk old) wle} 71 A
& 1 AU A AFeln, A v gor pAE Aeshe AL AFE TYe7]do| 23]} e

ol ¢t t&e] AH ) AKS|7F AAHel ube} T2 viAE A A A E B 71E dolE
ol 7S THT AZE vhAE Askge] S HUwH, o] 7hed st vtz daeiAE
olr},

Q& o] Fas AN D iAE L o] 43e] 1o 87E FENIEE A QYo
A the 2ol 7199 94 AN ZleaA fid

@ A AR 7199 998 FANE £ e &4 PP ATd

@ LavAE 2 A-P 7140z oA o £ MulAE ATT F Y= )

@ "o g2 AAFolt qulAZ ZZ4A o7 sl et = Q1A sl tfekst sl 718 5 A3
=

@ nAo gt A glAtele] HAelM $418 AE & UA Fc)

® nie] o8 FEE FE| Yt HaEE o Fl2 2e] Pahe = YE ZES Wi E

15) B9, "HE 59 At FAREE AT AS5A A7, AT A= E, 199, p. 13,



12 639 28 S E AT RRILE o) 29 AR

F oM A FE I8 S8 5 Y

2. dinpHEe] melxt o

A& vie} o] P YL £4lo] olsitt TM 7S AHEC 2N, AlEMY o8& &
ojxiz} sfglom, =9l718 ¥ ojue} a3SY E FAA Wl foldleg st A4 = Wy
nlAE L 67] Holol T 534 &9 o B4 9 337 3 AP 43R oz dy A"
AEE $4% 5 gt

@ gl 58 g BRE DG TMALF0] viisolo} EdAog TMEFS &
7} slok,

@ A FEozA sl 4 B4 S, HFE 58 A F gle TMAS 3] FrEofor &
9 xRz}, A 2E, WA Fo2 QA oHane) FEUES UAE 4 ok

@ TFAA EAZA A AR o] A o] duitrd Fa gt duf i

@A F B 2E 334 dig A g FXo] A Pl Qupird Fadvt AnEo

& A 9=(Media Mix)9] $24% TMe 3loiA 671 &o} & ahtel 28 F-9S ZA=d
o}, sl vl E el e A4 A3 (Synergism) S 2O 817 wlEe|u},

® Z2uHoR FE 7|1¥ AIHE AM| izt 9 12jm oA £31& 93 A (Offer)
o] F2A ) taiM = |l Lot

driA S TPt £3) d5she Ao g 67 ol Uig $A A Bl g 71 80lA &
A goan vEHt) Ashe nAvte] Ag whdo]a AY=9 AlZe|t}y A& whdt uAF) e
HIA &S] B E SE6n ARG AAE stefsieio} o, AES EAH o Afsta, BE A
& gotsin, W2 (Objections) ol &t 48 T8-S5 BolE Ak A& XY 24 glol
& Brbsstth oty deeiAE S Ao s sk e vhe 670 LR sk 553
olai7} Hafefol et o] F o LRl AF3 Fop AMAL BEE HojAlA Het

dviAEE TYsle] FsEA WiE vig g 1274 Rattn s 2L 99] 67 Yok o
g 7t Z2ESA £ gEolct & S0 v thE oA & DM, FlttEa, AgA],
B1 F o= 54 kAot 23 o), S ShEAE S SIEA EAR S 1S el sl of gt

el 3w A G723 AT} eldsojot g} ol FEle] A= TM A& ANl g
ol37} BE3te] AVRA wlA| 7} G ARl T Edo] iRl AAIEhs A4k e, olgA o

16) “Marketing Makes it All Happen.” IMC Marketing Co., March 1995,p.26.



Pl BE HHEE 47 ERIDE mekol Bd IR 13

QE-3) Yo"S BAE o 23l0{0F & KR

A
«71& 34
— 298
FA4 #e) « A 2
- ]
544 $4 4 _
;g. l:l] Bl W{| mix
B EEE NEEN R B ‘Dm -2
« AEE Feed Back AR ddA
T 8454 V55 THel=HE AL
ﬂ LR I
. M z2od
Iﬁiﬂ A8 T « 223 E(SCRIPT)
2 - ASH OFFER )
. o} 2=
L e e A2d - Objectionel|th &

A&} (Kettler. P. Anderson, Strategic Marketing for Nonprofit Organization, Prentice Hall,
1991, p.26 0% Bng =2 A4

A FEY ZIHE 7de) ofg & Aol
3. B TR

1) BARAI AR
olfldlE Fg7|dolA DeutA Y ERlshe Al E dT7e) BEF st

[Ad a7 K 239 olpubie dauiAg 59 AlF] T
K edldixe 2 Mrls agel ke dalviAel 2 ou| 2 ARE T8l 23 Ueld

A AR 33E du stk 2 Bk luke s daviAE AHE 29483 UENRE 53 dart
Al B8 L3 -E upgo g ofguEs TMAIE S $98taA 3} ok vkt TMAIERE: $9
SR 712 nplel EHE ol #o] Malelsxl

» Z S A 20% 17 (Command Accounts) ) Life Time Value8) 2zl

» o] oF A & g}l Aajlel th & Customer Activation TMoll 23§53t 24 17 Zvhe] A%

o T Ao i oG 2ol F7IEE AN 23 1 o]e (Anti-Attrition) WA

28 A& K23 7184ANY, 19943 2 A Fet,



AL BE THEE 98 BORILE wrkdl 98 R

el 2871864 denhlE AEHE $98 4 7hg Avke BARS oAE 287} Eaie
] Yok Folth At B1 2 BAYFL ZHAHAN 2ol g} BeFARE ohi ol
721 ol BEE FA|Hololo} $T B B0l 3¢ 195 31U7A] 17447 HiEee 1Y
] 20% AN B BE 2FHY FAAolofot & Aol UG BE/} WYHN RS
A Hg AgA o FAEY) Pste] Fa D BELFY gyl FTUX 2 HANFE AHd
of @},

2#G K 8ol 0|9k 2ol 4AW e BES Koba o2 By fisle, thia} o]
EANRE ARsigrholsh 22 AL v K 23 ¥t oh]g} g SWME 24 4%
g % 918 Aoy,

(-4 'K 28o] FHAIZ 41H 2 oiFg 27

T ¥ B s % oA HEE ) 2

1. Command | ¥ &3 7|& A 242 4] 20% 305,200 80/20 Ruleol 2% Life Time

Accounts | #%EFE 3174 Valued] St}
2.9 A % AT WA 2 Agdy AA 3B.145 | AT WA AR L A

w4 Az} AaNA Activation
359 Az K &3 712 Az  FA AR 624,793
A 963,138 o
EN)

ojAEl 2H = A 85 WY BY 2 Test Marketing A7 ¥4 3 342 X 24 ZXE 434
Command Accountse] W&lAe 53713 22 Data Base Marketings 7%

AR) A& K 23 719441 oA S8 £8E 1994

9] EAAY a4 L 718H 22 7)EA B Existing Markets) 1740]7] i) K 22] A
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ABSTRACT

Ra Young-Sun - Kwon Tai-Young

The clients of hotel desire to be recognized as special persons who have their own
personality and selfconsciousness. The other hand, The hotel concentrates upon marketing
strategy which acts a part of expanding sales. Namely, They find out the need of client,
satisfy the desired need, ensure and manage the existing regular customers and make new
clients regular customers, So they gain an advantage over competitive hotels.

They make strategics of Telemarketing technique which is one of the developed-marketing
techniques, can provide distinctive and familiar service and have an hight effect at the low
cost. The attractions of Telemarketing strategy can be explained as follows.

1.1t is the medium that have cost efficiency.

2.It possesses attractions to do time management.

3.1t has control possibility.

4.1t can improve cash flow.

5 Market expansion can be accomplished.

6.1t is a medium fit for prospecting over long-term period.

7.1t can improve customer relations.

8.1t fits seasonality (seasonal sales)

9.1t brings greater order volume.

10. It benefits from lower personnel costs.

11. High volume productivity is realized.

12. It has attraction of versatility.

13. It has ease of start-up.



